INTRODUCTION

RESULTS
Leadership climate in basic training, as perceived by the three groups, is presented in Tables 3 and 4 present data on the frequency with which the five modes of interpersonal power were exercised in basic training. In Table 3 , comparisons are made between (1) expected frequency of power use vs. how frequently power "should be used," as seen by new recruits, and (2) frequency of experienced power use vs. how frequently power "should be used," as described by basic trainees.
As the left side of Table 3 shows, new recruits expected to find much reliance on legitimate, expert, and coercive power, and felt that less emphasis should be placed on these three power modes. New recruits expected to find moderate use of referent power, but felt that it should be exercised more. Moderate amounts of reward power usage were both expected and preferred by these new recruits.
The data on the right side of Table 3 show that basic trainees reported moderate use of both legitimate and expert power and felt that basic training should be that way. They The data shown in Table 3 are rearranged in Table 4 However, some combination of reflection on boot camp and experience on Navy duty leaves the experienced Navy enlisted man even less accepting of the traditional military role than is the new recruit with no military experience.
DISCUSSION
The results of this study are subject to various interpretations when one thinks of possible implications for the conduct of basic training. Table 4 shows that new recruits have several   11 misconceptions about what basic training will be like. This finding is the main point of the Nix, et al., (1974) report.
Previous research (Wanous, 1973) has shown that organizational members are more satisfied and more likely to remain in the organization if their expectations of what the organization will provide are met. Table 3 shows that new recruits approach basic training with the belief that leadership power should be used quite differently than they expect to be the case. Table 3 On the other hand, the real function of boot camp is to provide a useful orientation to the Navy and to provide training that will help prepare the recruit for Navy duty.
In this sense, what the new recruit or basic trainee thinks about boot camp or what he thinks boot camp "should be" may be largely irrelevant. The real question is, does it get the job done? Unfortunately, the answers from experienced enlisted men indicate that basic training may not be adequately fulfilling its function of preparing enlisted men for Navy duty. Table 2 shows that the experienced enlisted men were the most negative of the three groups in describing the leadership climate typical of basic training. Comparing these data to those from companion reports (Nealey & Nix, et al., 1974) shows that these experienced enlisted men described leadership climate typical of their current Navy duty in much more favorable terms than they did boot camp.
While this is no great surprise it is still striking since orientation and training on many, if not most, civilian jobs is an experience characterized by very positive attitudes and is generally looked back upon later as useful experience.
This seems not to be the case with Navy basic training, as Table 5 shows. Experienced enlisted men largely rejected the values they were taught at boot camp, denying that it was an important part of military training, that it was important preparation for combat, or that a rugged boot camp experience was a necessary ingredient o:: respect for the service. Instead, they indicated that good interpersonal relations are important to them, that they must like superiors to work well for them, that they lose respect when orders are given just to show authority, and that immediate compliance with every order isn't as important as was taught at boot camp.
On the whole, the data of this report and others in this series present a strong case for considering changes in the leadership climate and mode of leadership power displayed during basic training in the Navy. Less than 5,000 5,000 -10,000 10,000 -30,000 30,000 -100,000 100,000 -1,000,000 Over 1,000,000 
